Advanced Training Steps-  

Act as if - from day one act as if you have the business and lifestyle of your dreams and it will happen.  Try putting pictures of homes or cars or vacations around your home and office so you can look at them everyday.  We will show you how to make them a reality.

1.Goals- What is your reason for being in the business?  Fill out goal sheet within 24 hours.  Make an appointment with your upline to go over your goals.  This will teach your upline more about you so they can create a business plan for you.  When your goals are written, they become real.  Send a copy of your goals to your upline, so if you want extra support one day, your upline will be able to remind you of why you're doing this business. 

It is helpful to map out the days of the week with your upline, Monday- Sunday, and block out the days of the week and times when you will work your Big Planet business.  We will talk about situation prospecting and how you can meet new prospects throughout your day too.

2.Inviting- Teach the new rep how to invite.  Inviting is the first skill that any new rep must learn.  Review the attached “How to Invite” scripts with the new Rep.  
Leads

Warm markets

a. 200 names

i. 30 second quick list

ii. memory jogger
                        Situational prospecting  

Schedule Launch Meetings – 

These are business briefings for the new rep’s contacts.  First one should occur after the first success with leads and warm markets.  It should be done by the end of the first month. Experience has shown that, to have 15 guests attend; a rep needs at least 25 confirmed appointments.  Appointments must be confirmed the day before, or the day of, the meeting.  Note: New rep. must have an iPhone & 3 I-Kits at launch meetings
Inviting - It is important to learn how to invite a new prospect to investigate the Big Planet opportunity.  If you are excited, they will listen.  We will teach you to become a magnet, not a hook. The entire invite should take 1-2 minutes.

· Leads- Your upline will give you names of qualified leads and help you invite them to investigate the Big Planet opportunity.  Your upline will do the first few calls with you, until you learn to do it by yourself. You may also set up your autoresponder that automatically e-mails invitations to qualified leads to visit your web site. Ask your upline for more information. With both of these systems set in place, you will be able to contact an enormous amount of people in a short amount of time. Remember, this is a numbers game.
Lead Script

“May I speak to John please?

“Hello! This is ______, I am an executive, (or I am working ), with Big Planet, your name came to my attention as someone who is interested in a home based business, is this still true or should I move on?”

“Do you have a minute now?  Big Planet is a company that will allow you to participate in the enormous growth of the Internet and E-commerce.  We are expanding very rapidly and are looking for a few key people to help us.”

“What are you looking for in a home-based business?” (Make sure to listen and take notes).

“Are you willing to invest 5-10 hours per week to have a successful business?”

“The next step would be to get you more information about Big Planet, so that you can make an informed business decision for your self.  Do you prefer to look at a web site… or listen to a 5-minute pre-recorded conference call?”

“Do you have 5 minutes right now?  I will 3–way you into the 5-minute conference call now.”

(If person cannot do it now, give them 1-801-812-8282 , and your web site.  Make an appointment in the next 24-48 hours to follow up and answer any of their questions.  Say,” When are you available in the next 24-48 hours, so that I may call you and answer any questions you may have?”

Make sure to confirm the phone appointment the day of the follow up.

Say, “Hi, Jim, I wanted to make sure you had the correct time for our follow up call.  Thanks”.

When you follow up, say ” What did you like most about what you just heard or saw?”  (Make sure to listen to their answer!)

After they have finished telling you, ask “What else, did you like?”

(Then answer any questions they have.)

“Based on what you just saw or heard, what else do you need to know to get started?”

If you are giving them information to investigate, always ask, “When can I call you within the next 24-48 hours to follow up and answer any questions that you may have?”

At that time make an appointment with them.

“Let me give you my phone number too, so you may call me with any questions.  I have many people that I am training in this business, so you need to call me if you cannot keep our appointment.  This will enable me to help someone else.  We are building so fast and I need to know that everyone has enough time with me.”

Posture is very important.  People want what they cannot have.  If you begin your relationship with someone like this, they will always respect your time.  You will teach them to do the same with their organizations.  This will save you a lot of time by weeding out those who are not serious to take action NOW.

Again, if they cannot listen to a 5 minute call now and are not connected to the Internet, you may give them the 5 minute 1-801-812-8282 call, send or fax them an executive summary or an opportunity video.  Before I send someone a video, I tell him or her that I have a waiting list for these videos and I need to know that they will to watch it in the next 24-48 hours.  The video is only 12 minutes.  If they say “Yes, I will watch it” I send it. 

If you get an answering machine, you may leave the following message or call back.

“Hello!  This is ______, I am an executive with Big Planet, and your name came to my attention as someone who is interested in a home based business. 

Big Planet is a company that will allow you to participate in the enormous growth of the Internet and E-commerce.  We are expanding very rapidly and are looking for a few key people to help us.  

If you are still looking for a home based business, you may reach me at  (your v-link number), and I will give you information about Big Planet.  Thanks and have a great day.”

Try to talk to the person directly if you can.  If you have tried a few times to contact the person, you may leave a message.

When the interested prospects call back or you follow up with them and they are interested

1. E-mail the following information or call the information into your upline

· Name

· Telephone number

· E-mail address

· Any message they left

Remember, as soon as you feel comfortable, you can follow up by yourself. You want to follow up with them and your upline when you are learning the business.

     2.  If they call you and you pick up the phone, take the same information from them as above and ask when they will be available in the next 24-48 hours so you and your business partner can talk to you about the opportunity and answer all your questions.

When you forward this information to your upline, let them know in the next day or two when you will be available for a 3 way.  Your upline may have to follow up some of the calls if it is impossible to coordinate everyone.  That is okay at first.  Keeping each other informed as to what has transpired is very important.

The 3-way is a very important tool.  While you are learning, you will listen to how your upline answers the question.  When you are building your business at any level, having a third person on the phone adds a lot of credibility and posture.  Remember, we all help each other make money.   Isn’t that fun?

If your prospect needs more information after the follow up call, you can invite them to a live business presentation in their area or put them on a live nationwide call.  You can also fax them an executive summary or send them an opportunity video.  Remember, a 3 way with your upline is very powerful.

Always make appointments within 24-48 hours to follow up and answer their question.  At the beginning make sure to do this with your upline.  SUCCESS is around the corner.

To start to learn more, you may tap into the live nationwide conference calls Monday - Thursday 1:30 pm and 9:30 pm eastern standard time for 25 minutes.  At 10:00 pm there is a training call. The more you listen, the quicker you will learn.  This is a way to hear how the leaders in the company present the material and answer questions.  The Spanish calls are Thursday at 8:00 pm and Wednesday at 7:30 pm EST.  The number is 512-305-4677 pin 7111.

Inviting warm markets

Now that you have mastered inviting, we will teach you how to invite the people that you know including friends, family, acquaintances, colleagues, and so on to investigate the business opportunity. 

Remember, opinions are like noses, and everyone has one.  Sometimes the people closest to you will feel free to give you their opinions about your business.  That ‘s okay.  You will be able to show them the successes you have begun to have in such a short amount of time.  Keep moving forward and remember how good you feel with all of your successes and how you see your business growing.

Who do you want to target?

You want to find other leaders.  People who are visionary and take action.  Remember, find someone like yourself who is self motivated.  If you are taking significant action, you will inspire people. Remember, there may be diamonds in the ruff waiting for you to show them how to empower themselves with their own Big Planet business.  If you have a good feeling about someone, i.e. they are hardworking, entrepreneurial, interested in technology, want more time and money freedom, and are nice people, talk to them about Big Planet.  You never know who will be interested.  Next follow the rules for inviting to find the interested prospects.

4 C’s of Inviting
1. Complement the person

Tell them why they are on your list. i.e. they are a powerful entrepreneur, successful in business, or you wished you could work with them and so on.   Be genuine as to why you put them on your list.

2.  Create curiosity
First ask them questions about themselves.   Do you have a few minutes now?  Always clear the time.  You want their full attention.  What is going on with you?  Are you happy with your job?  Make sure to listen.  Are you happy with the amount of time freedom you have?  Make sure to listen, as they will tell you their criteria for the business they want!

If money were not an issue, how would you like to spend your days?  When you are not working, what do you like to do?

Be sure to write down their answers and use them like the following:

If Joe says,” I wish I had more time to spend with my family and on my golf game.“  You say,” you know Joe… I am also at point in my life where I wanted more time freedom to do the things in life that I love.  I felt the 9-5 shuffle into work was not allowing me to have this, and I realized it was taking a lot of the joy out of my life.  We all know that life is not a dress rehearsal and it is important to be able to do the things in life that we enjoy.

I am working with a company called Big Planet, which has enabled me to take part of the 7.29 trillion dollar markets of the Internet and E-commerce from the comfort of my own home.  I have begun to create time and money freedom, which is enabling me to do the things in life that I enjoy. If I could show you to do the same without side stepping what you are presently doing, would you take a bout 30 minutes to investigate our business plan?  If Joe says yes, follow the rules for presenting the material, i.e. 5 minute 1-801-812-8282 call, web sites, video, 3-way with upline, nationwide conference call, business briefings, etc.  As you can see, I just used the words that Joe used.  This will build rapport and get Joe’s attention.  Remember, integrity and honesty are very important.  This is a business of relationships.  When you build a trust with someone, you will have an easier time helping him or her.
3.  Control Yourself

They will ask you questions when you invite them to investigate Big Planet.  You say, “it will take about 45 minutes to go through the business plan, do you have 5 minutes right now?”  If yes, 3-way Joe into the 5 minute on demand call.  If he cannot do that right away, ask him “Do you prefer to look at the material or listen to the material first.  Most people are visual.  Remember, in order to expose the business plan to a lot of people in a short amount of time, you are only inviting, not presenting the material.  We will show you how you can accomplish a lot in a short amount of time.  This is a numbers game.  The more people that hear or look at the Big Planet opportunity, the faster your organization will grow.  As a result, you will obtain your goals and dreams much faster.  IT WILL HAPPEN!!!
You want to control the conversation.  You should be the one asking the questions at first.  Use your judgment.  When you are trained you may take more time with some people that you feel are very interested, but remember, you have a lot to do.  Keep moving.

Here is an example how you can answer a question with a question.

“Is this Network Marketing?”  You say, “Tell me what you know about Network Marketing?”  If they had a negative experience, say ”I am sorry that you experienced that, but usually the knowledge you learned from that business will enable you to succeed with the next business.”

You want to ask yourself, is this the company I want to work with. Are these the markets I want to be involved in, and are these the people I what to work with.

4.  Get a commitment

Get them to the next step or get them to say NO. 

I.e., “I have never worked with you before, so I need to know that if you say you will listen to the 5 minute message you will.  I am busy building my Big Planet business so quickly that I need to spend time with the people who are serious about investigating a business now.” 

200 names

Below you will find a memory jogger.  This will help you remember, all the people that you know.  Your list is your inventory.  We will keep teaching how to add names to your list.  Let me show you how easy it is to write down 200 names.

30-second quick list - To help Reps realize how many people they know.  Say I will give you 30 seconds to write down 5 people you know who are professionals, i.e. Doctors, lawyers, etc.  Next write down 5 people you know that at are in sales.  Next write down 5 people you know that are in the food business.

In 1.5 minutes you will have 15 people on your list.  If you put in a little effort, you would be able to reach your 200 names.  Try it!

Put your top 25 names at the top of the list and call them first.  We will give you some additional inviting scripts below.  Find a few that you feel comfortable with.  Practice them over and over.

Remember, there are 4 steps to this business:

Invite

Present

Sponsor

Train
While you are creating your list, you still want to call your leads everyday; this is the most important part of the business. The first thing you do before any other thing in your business is to call or contact your new prospects.  If you do it for 21 days in a row, it will become a habit.  This habit will enable you to obtain all of your goals and dreams.  Remember, prospecting is only something you have to do once.  You are building a leveraged residual income.  This means in a short amount of time you will be able to retire from your business if you want.  Imagine the possibilities

 Memory Jogger

         Who are my…

	Parents
	Baker

	Grandparents
	Banker

	Brothers
	Barber

	Sisters
	Bartender

	Aunts
	Beautician

	Uncles
	Blue Printer

	Cousins                 

                   
Bookkeeper

	Brothers-in-law 





Bus Driver

	Sisters-in-law
                            

Butcher

	In-law
                                       

Carpenter

	Accountant                                         

Carpet Cleaner

	Aerobics Instructor                            

Caterer

	Alterations-Clothing                          

Chiropractor

	Ambulance Driver                             

Computer Consultant

	Answering Service                             

Computer Technician

	Antique Dealer                                                
Dentist

	Appraiser                                                
Dietitian

	Architect                                                

Electrician

	Attorney                                                

Engineer

	Auctioneer                                                
Engraver

	Auditor                                                 

Exterminator

	Babysitter                                                
Financial Planner

	Funeral Director


Who Sold Me My . . . 

	Martial Arts Instructor                               
Advertising

	Mover                                                

Auto 

	Music Instructor                                          
Antiques

	Notary                                                

Audio Visual Equipment

	Nurse                                                

Auto Repair

	Nutritionist                                                
Auto Lessons

	Office Cleaner                                               
Awnings

	Optometrist                                                
Balloons

	Painter                                                

Banquet Room

	Pharmacist                                                
Barbecue

	Photographer                                                
Battery

	Physical Therapist                                        
Beer

	Physician (Family)                                      
Bicycle

	Physician (Dermatologist)                             Bed

	Physician (OB-GYN)                                       Blinds

	Physician (etc. etc.)                                        Boat

	Piano Instructor                                              Boat Supplies

	Plumber                                                

Boat Repairs

	Police Officer                                                
Boat Storage

	Psychologist                                                
Boiler

	Publisher                                                

Books

	Recruiter                                                

Boots

	Reporter                                                

Bricks

	Security Guard                                                
Brochure

	Stockbroker                                                
Bridal Gown

	Veterinarian                                                
Cabinets

	Candy                                                

Camera

	Car Wash                                                

Camper

	Carpeting                                                
Gas

	Cash Register                                                
Golf Equipment

	Cat                                                


Herbs

	Cement                                                

Home Improvements

	Compact Discs                                                
Horse

	Chimney Cleaning                                           Hot Tub

	Christmas Tree                                                House

	Clothing                                                

Insurance

	 Computer                                                
Internet Services

	Computer Supplies                                         Investments

	Computer Software                                         Jewelry

	Condominium                                                
Loan

	Contact Lenses                                               
Luggage

	Construction                                                
Lawn

	Copier                                                

Limousine

	Cosmetics                                                
Manicure

	Dog                                                


Medicine

	Dry Cleaning                                                
Mobile Phone

	Eye Glasses                                                
Mortgage

	Fax                                                


Motorcycle

	Fence                                                

Muffler

	Firewood                                                

Music

	Fish                                                


Mutual Fund

	Flowers                                                
   
Newspaper

	Formal Wear                                                  
Office Furniture

	Fruit                                                      

Office Supplies

	Furniture                                                      
Oil

	Paper                                                

Paging Service


	Party Supplies                                             
Paint

	Paving                                                

Skills

	Payroll                                                

Skin Care

	Pet Supplies                                                
Snow Removal 

	Photography                                                
Sporting Goods

	Piano                                                

Spring Water

	Picture Framing                                              Sprinkler System

	Pizza                                                

Stereo

	Pool                                                

Storage

	Printing                                                

Store Fixtures

	Quilting Materials                                           Storm Windows

	Refrigerator                                                
Stucco

	Rentals                                                

Surgical Equipment

	Restaurant Equipment                                  
Tailoring

	Resume                                                

Tax Return

	Roofing                                                

Telephone

	Salt & Sand                                         

Telephone Equipment

	Sewing Machine                                             
Television

	Secretarial Services                                       Tile

	Security System                                             Tires

	Seeds                                                
        Title

	Septic Tank                                                
Tools

	Sheet Metal                                                
Towing

	Shoes                                                

Toys

	Shoe Repair                                                
Trailer

	Shredding Machine                                        Travel

	Siding                                                

Typesetting

	Sign                                                

Uniforms

	Video                                                

Uniform Cleaning

	Voice Mail                                                
Vacuum Cleaner

	Vitamins                                                
         Federal Government

	Wallpaper                                                
Garden Center

	Waste Removal                                              
Golf Course

	Water Filter                                                
Hardware Store

	Wedding Supplies                                          
Health Club

	Weed Control                                                
Hospital

	Weight Control                                              
Hotel

	Welding                                                

Kennel

	Wine                                                

Library

	Windows                                                
         Museum

	Wireless Services                                           Night Club


	Zippers                                                

Nursing Home

	         People I Know At                               Pharmacy

	Bingo                                                

Post Office

	Bed & Breakfast                                              Recycling Center

	Bowling                                                

Redemption Center

	Camp                                                

Resort

	Child Care                                                
Restaurant

	Bagel Shop                                                
Sandwich Shop

	Church                                                

School - High School

	Chamber of Commerce                                 
School - College

	City Government                                             School - Night

	Clinic                                                

Sight-Seeing Tours

	Coffee Shop                                                
State Government

	Construction Site                                           
Supermarket

	Delicatessen                                                
Tanning Salon

	Volunteer Group                                             Tennis Court

	Warehouse                                                  
Theater

	Yacht Club                                                
Thrift Shop

	         Other People                                       Model 

	Bank Teller                                                
Neighbor

	Best Man                                               
         Neighbor

	Boss                                                

Neighbor

	Bridesmaids                                                
Neighbor


	Checks Written To                                          Neighbor

	Childhood Friends                                          Neighbor

	Children's Friends Parents                            Other Networkers

	Children's Teachers                                       Other Networkers

	College Friends                                              Other Networkers

	Congressman                                                
Other Networkers

	Congresswoman                                             Other Networkers

	Editor                                                 

Other Networkers

	Farmer                                                

Other Networkers

	Federal Express Person                                 Other Networkers

	Fire Chief                                                
         Other Networkers

	Fisherman                                              
         People From Past Jobs

	Flight Attendant                                              Physicians Office

	Fraternity Friends                                           Play Sports With

	Health Club Contacts                                     Play Bridge With

	High School Friends                                      Sorority Friends

	Judge                                                

Taxi Driver


	Lifeguard                                                
         UPS Person

	Mailman                                                
         Vacation Friend

	Military Friends                        


Here is a script you might find useful:

Hi (Name), do you have a minute? The reason I'm calling is to let you know WHAT I am doing these days.  I am part of a team of entrepreneurs launching an incredible Internet company called Big Planet, which is positioned to capitalize on the e-commerce phenomenon.  You know, when all is said and done there will be two kinds of people in the world.  People who spend money on the Internet and people who make money on the Internet.  I want to be on the side of technology that is making money on the Internet! (This explains WHY you are doing Big Planet).  Right now I'm looking for key business leaders . . entrepreneurs who want to diversify their income and make money on the Internet.  Big Planet's core product is an Internet Phone that enables people to get connected to the Internet without a PC!!  WHO do you know that has talked to you lately about wanting to diversify their income and make money on the Internet? 

Now the key is to be quiet and listen…they are thinking. And if it's the right time for them and they are a visionary they will see it for themselves. When they start to ask questions, set the appointment to meet with them and show them the iPhone. Otherwise just savor the referrals and tell them you will keep them posted on your success.

After you have put your prospect in front of a presentation (one on one, in-home launch meeting, nationwide conference call, or three-way)… it is imperative to give them a Call to Action.  I just simply explain how easy it is to get involved."  All it takes is a quick call to our 800# and we can get your I-Kit ordered."  Now they know what the step to joining entails. 

Then ask the million-dollar question: 

GIVEN THE INFORMATION MAKES SENSE TO YOU, IS THERE ANYTHING THAT WOULD STOP YOU FROM GETTING STARTED IN BIG PLANET RIGHT NOW? 

Time to be quiet and listen again…they are thinking again!  You will be amazed at how many people say "NO", and in response to this question that means they are saying "YES" to ordering their I-Kit!!  Or they give you the specific obstacle or issue they need to resolve in order to move ahead.  Many even suggest to get on the phone and call "that 800#" now!!  At this timing juncture it is critical that you get a pulse on your prospect.  You cannot waste your time with fence sitters.
Additional Inviting Scripts

Purpose of Invite is:  To create curiosity… not satisfies it!!)

“Joe?  Hi, this is_____.  Do you have a second?  Great, I only have a second myself.

What are you doing _______________ night?”  (This is great; clears the schedule)  

“I wanted to run something by you.  Since the last time we spoke, I’ve been working with a company that is building a strategy around the Internet and E-commerce.  The business has hit hyper growth and we are expanding like crazy!!!!  I am not sure if you would be interested or not, but I certainly thought of you and wanted to share some information.  That is why I am calling.” (Keep Silent)

(Briefing) “Well look, this is what I would like to do… To be time efficient, I am getting together with a few people in _____ to explain the details and the strategy and to answer all your questions.  Do you know where ______ is?”

(One-on-One)  “Well look, this is what I would like to do… I have time on Tuesday or Friday this week; what does your schedule look like?  I can do @ X:00; let’s get together and I will explain the details and the strategy and answer all your questions.  Do you know where _______________is?

(3 Way w/upline) Well look, this is what I would like to do… I have time on Tuesday or Friday this week; what does your schedule look like those days?  I can do @ X:00.  I would like to introduce you to my business partner who can very succinctly provide you the details and the strategy and answer all your questions. 

Great, I will talk to you then! (period!)
If they say….”What is it” or “Is this ______?  You say.. “It’s like nothing you’ve ever seen!  Five minutes on the phone will not do it justice; it will cost you 45 minutes and I will answer ALL your questions then [period]!!

Great, I will see you at __(time)__ in ___(City/Location)__.

Confirm time or location either day of or day before!!!
Confirm by calling the prospect on the phone and saying: “Did I tell you 6:00 or 6:30?” or… “Did I give you the street address?  Great, I’ll see you then!  Versus… are you still coming?  POSTURE, POSTURE, POSTURE!!

CONTROL, URGENCY & VALUE OF YOUR TIME IS KEY!!

Conference calls or website
If you use the conference calls or the web site to get the information in front of your prospect, ask them “Do you prefer to look at something or listen to something first?”

Prefer to look - Say, “You can look at my web site http://www.retirerichsoon.com” and then www.economicpower.com

 HYPERLINK "retirerichsoon" 
/retirerichsoon . (give this site a couple of minutes to load). “ 

If they are not online yet, fax them an executive summary.  If you cannot get them the written information immediately, get them on a 5 minute on demand call, 1-801-812-8282 or a live nationwide conference call 512-305-4677, pin 7111, Monday -Thursday, 1:30 pm, 9:30 pm.  There are Spanish calls on Thursday at 8:00 pm and Wednesday at 7:30 pm.  These are at Eastern Standard Times.  Make a follow up appointment within 24-48 hours to answer any questions.  You can even make an appointment to 3 way them into the call, and answer their questions after the call.

If you give them an Opportunity video, tell them you have a lot of people that want to watch the video, it is only 12 minutes.  “Will you be able to watch it within 24-48 hours?”  If not, do not give it to them yet. Trust me, they will want to see it more.

If they say they will watch it, make a follow up appointment to answer any questions.  If you are a new Rep, follow up with your upline with a 3-way phone call.  Make sure to ask prospect for two or more times they will be available in the next 24-48 hours, so that you can make an appointment with your upline to help you. This is the way you learn how to do this business.  You can ask your upline at the beginning of the week, when they are available so you know when to schedule appointments.

Important for all Reps
Training calls are Sunday evenings at 10:00pm eastern standard times.  Call 512-305-4677, pin 7111.  Learn the latest and the how-to’s of your Big Planet business.  This is a place for you and your Reps to learn.  Leverage yourself more by having veteran Executives help train your Reps. Check with upline, this may change.

In addition to this, there are weekly training sessions Monday, Tuesday, Thursday at 10:00pm and Wednesday at 10:30 pm est. Tune in for 20 minutes a day to learn. These call times may change so keep in touch with your upline.

Other Scripts 

1.I am expanding my Internet business and could use help. I do not have to tell you about the kind of money that is being made on the Internet. I am looking for key people to help me expand. Who do you know that you have talked to recently that ____ ….

· might be interested in making a lot of money? .

· hates their boss?

· wants to make extra money?

· wants more time freedom?  And so on.

 2. After the small talk say, “The reason why I am calling is because I am working with an Internet company called Big Planet. We have just entered momentum; that is when a company goes from small to BIG. Since we are expanding so fast, we are looking for other entrepreneurs who want to help expand the company with us. If I could teach you this business without side stepping what you are presently doing, would you take 30 minutes to investigate our business plan?

If they say yes, get them the information as stated above.  If they say no, ask them if you can register them for our online shopping mall.  Tell them when they are registered in the mall they are automatically entered in our monthly giveaway contest.  Ask them if they would be interested in obtaining information about our specials.  If yes take their e-mail address or home address. Remember, this business is about building rapports.

Additional Inviting Script

This script can be used situationally – when you visit your doctor or when you’re at the cleaners or at a party or talking to your insurance agent.

1. Social talk: “How’s the family/ the kids/ the business?”

2. Complement: “You’re very dynamic and personable (or very professional at what you do).”

3. “You must know a lot of people.”

4. “Who do you know that’s just like you?”

5.  “I’m expanding my Internet business and could use help.  I don’t have to tell you about the kind of money that’s being made on the Internet.”

6. “Who do you know who might be interested to make a lot of money?”

The secret to success in using any script is personalizing it & practicing over and over until you’re comfortable with the invitation.

Rejection:
Rejection is the rule, not the exception.  Not everybody you introduce to the business to is going to be as excited as you are about it (as unbelievable as that may seem!).  The idea is to introduce the business to enough people so that you will find the ones who are at the right place and at the right time in their lives to do this business.  Don’t take the no’s personally.  They are not rejecting you, they are rejecting the business.

How to answer Questions when inviting:-The Follow up

“Tell me more”…or…”What is this?”

- Answer with, “That’s the reason we need to get together, …plus I don’t think either of us have an hour to discuss it now on the phone….. So does it make sense to meet and go through some of the details?”

Or

- Answer with, “If I begin to go into the details about how we are poised to be a 6 billion dollar company in the next few years…and how some of are partners include AT&T, Borders and IBM…We’re going to have an hour-long session of questions and answers…. And remember, this may or may not be for you, and either way is ok, but we won’t really know unless we get together and talk…. So, do you think it might make sense to meet and see if there’s a fit or not?”

How much does it cost?

The only requirement in Big Planet is a $25 registration fee.  This will give you your Rep ID number.   I strongly recommend that you purchase an E-kit because you need certain tools to get started.  An E-kit will give you an autopublished web site, marketing materials, and $100 worth of coupons that may used towards any of our internet appliances.  

Big Planet is your Venture Capitalist.  This kit retails for over $750, but Big Planet is giving it to you for only $199.  This is totally risk free.  If you decide that you cannot do this business within the first month you get a full refund, and you get a 90% refund up to a year. When you bring in 2 business  partners who start with e-kits,  you can earn up to $280. You have made back your investment. You can add the following if you are able to show your prospect these numbers or if you feel you need to be extra thorough.

Let me show you how you can make back your initial investment quickly. 

How to recoup Executive Track Investment:

        Investment:                                 Income:                               Benefits:
Your E-Kit       $ 199       Sell 5 E-Kits                 $   995        5 lines started 

Rep. kit                25       SellerBonus - 4 E-Kits       200        1,000 PV

E-Track order    995        Bonus – CAB                    400        Net Profit of $426
                                      5% comm. – 5 E-Kits            50         1st mo exec. Qualification
                    $I,219                                             $1,645
       Group will do as you do

If you buy one e-kit to start, you invest $25 plus $199. When you sell 2 E-kits as a Rep, you make $280. We teach you to do this within the first few weeks in business. At a very minimum you will make back your initial investment. Now you are making profits. Do what is takes to get started now, you will be making money very fast. Let’s break this down .

As a Rep :

· You earn $100 for 2 e-kits sold. You receive your commission when you sell 2 E-kits, (you have 4 months between each rep you sign up to qualify for your commission, i.e. If you sponsor a rep in September, you need to sponsor the other rep by December to earn your $100 bonus). This is very easy to do in a shorter interval of time, than 4 months. Consider them in bundles of 2.

· You earn $20 on each customer connection, (CAB bonus). When you sign up your new reps with 4 cc’s each x 2 you have 8 cc’s. 8cc’s x $20 for each, is $160 to you. $160 + $100 = $260

· 2 e-kits sold equals 400 pv. As a rep you will earn a 5% commission on that too. So 5%of 400=20. 

· Your new total is $260 + $20 = $280. A new rep can very easily make back his or her initial investment. 

· You can make money with only having one e-kit, but your business will move much faster with the E-track order. Your goal should be to have an E-kit as soon as possible. Remember, your downline will do what you do. With your E-track order in place, your new reps, will do the same.

Watch how much more money you will make as an executive

· Seller bonus       $100

· Executive bonus $100

· 4 cc’s x 2 =          $160

· 15% of 400 =         $60

                                      ________

                                        $420

In addition to this, as an executive, you earn $140 when a rep (who is still an associate), in your downline sponsors 2 reps with 2- e-kits. You can make money while others are working. Isn’t that fun.

As an executive, you earn %10 of the volume of your group, (remember you earn %15 on what you and your customers are using). 

· 400 pv x 10% =        $40       ( Remember, 400 pv is for 2 e-kits sold).

· Executive bonus =  $100___
                                           $140

Most businesses take years to start to earn money.  You can back your initial investment very quickly with Big Planet. Remember to get your bonuses, you must be active.
How do you make money?
1. Retail- when someone buys something you make money.  When someone uses your products and services, you make money

2. Cash bonuses- You make cash bonuses on many products and services, i.e., a Rep brought over 250,000 members of the Republican GOP and made cash bonuses from $18-$25 on each sigh up. That is a nice piece of change.
3. Sponsoring other business partners- this is where the leverage comes into play.  Imagine if you work your Internet business 10 hours a week and you find 5 other business partners to work their Internet business 10 hours per week; you are working 10 hours, but your business is working 60 hours.  This is leverage.  You are not the sole reason for your income anymore.
4. Leadership- Imagine 2 auditoriums.  In auditorium A the rows are filling up with reps that you are bringing into the business and with their reps are that they bringing into the business.  Here you are earning 10 to 15 percent on what everyone is using and buying.  In auditorium B, the rows are filling up the same way.  Here, you are making 5 percent on what everyone is using. Why do you prefer auditorium B?  Auditorium B is for leaders.  In auditorium B, each seat is a complete auditorium A.  Now you have huge marketing teams of people that are using products and services daily and you are earning residuals on everything.  You can make up to 30 – 45 percent of the profits now. 
How to summarize what  this business is about- Imagine people paying monthly bills on everything from their long distance telephone service, to their wireless phones, to pagers and much more and you are making money. Now imagine these people are getting online and shopping for anything they need, such as books or flowers or gas with the same companies that they are already using. These companies include Cisco, Dell computers, Priceline.com and many more. Once again, you are making money. 

Imagine, that everyone they know are doing the same thing in over 30 countries around the world, and you are making money. Monthly bills being paid and people are shopping for everything they need. You make money every time this happens. Does this sound like something you would be interested in?

To give you an idea of how much money there is to be made-  I am about to give you very minimum numbers. If I teach this business this month and teach you to teach this business to another person the next month, and I do the same; by month 2 we have 4 people in our organization. So we are working the business, but at a very easy pace. If we continue to teach others to teach another business partner the business every month, by the end of the year you will have over 4000 reps working their homebased internet business. 

Let’s day attrition is high and you have 1000 Reps left working their businesses after one year. Now around each rep, they have 20 customer connections. A customer connection (cc) for example is an ISP connection, or long distance, etc. Most reps alone have 3 or 4 themselves or more. So to get 20 cc’s between family and friends is very easy.

So 1000 reps X 20 cc’s = 20,000 bills you are being paid on each month. Let say you make $1.00 on each bill. Some you will make more, some you will make less. So that is $20,000 a month you are making in residual income. Now times that by 2 or 3 years.

Does that interest you?

Once again, a lot of people doing a little work!

I have no time!

- Answer with, “That’s why I’m calling you…. we’re looking for people who are busy because people like us get things done…. do you think it might make sense to see the information and then evaluate whether it’s worth making time for it?”

Or

- Answer with, "Are you happy with that?  No?
“What are you doing to change this?” (Nothing)

“That’s exactly why we need to meet…and you can see why other busy people are participating in this project?  “And remember this may or may not be for you, and either way is OK.”
Or

- Answer with, “If I told you to come to my house for an hour each day and watch TV for $100,000/year, would you put aside 1 hour per day?”  “Of course.”

“You see, we can make time if it’s important enough…and this project could pay you more than $100,000/year if we do it right!  So, does it make sense to see the information, and then decide whether it’s worth carving out time?”
Is this sales?

- Answer with, “Yes.  It has something to do with sales but a whole lot more.  You can build a group, get overrides and bonuses and have a network organization… it’s a lot of fun.  Come check it out.”
Is this network marketing/MLM?

- Answer with, “This is actually a brand new industry called “inter-networking” and it’s never been done before in corporate history!  That’s why we’ve attracted partners like AT&T, IBM, and others… because of this concept.  So, do you think it makes sense to get together and we can see if there’s a fit or not?”
Is this a pyramid?

- Answer with, “What do you mean when you say pyramid?” (ask this with 100% confidence) – usually their answer does not describe what we do…so say…

- “Good question, let me ask you something…  do you think that the CEO’s of AT&T, Borders and IBM would involve themselves in a pyramid?  No… So does it make sense to see the information and then decide whether or not this is for you?”

I have no money-You need to leverage yourself

There will be a lot of competition- there is enough money for everyone

Sounds too good to be true- Isn’t that good?

Can’t make it to a presentation at the hotel?

That’s not a problem if you can’t get there.  Let’s set up a time for us to meet either at my place or yours for about 45 minutes so that I can go into the details.  You can also send them to your web site,   to the 801-812-8282 for a  5-minute call, and so on.

What is it all about? 

It’s an IWC.

What’s that?

It’s an Internet working company.  It’s too much to get into right now, but when I see you I will explain everything.  Is 6:45pm good? Great,  I’ll see you then.

I don’t want to go unless I know more about it? (Tell me more)

I understand Elvis. I wouldn’t waste your time if I didn’t think this has a lot of potential, and I certainly wouldn’t waste mine either.   I’m really excited about it and I’d love for you to check it out.  Is 6:45pm convenient for you?

How did you hear about this company?

A few friends in the:  Stock market,   Restaurant Business,  Real Estate Business, Computer field

Garment industry -  let me in on the details and I started working with them right away.  There is tremendous growth as you can imagine and I wanted to let you know right away.

**Remember, only invite over the phone, do not present **

Create Enthusiasm and Urgency….. tell people that “this is time-sensitive” and that you have to meet in the next day or two…….be excited…and most of all have fun on the phone!!!

Launch meeting-

The next natural progression is the launch meeting.  This will move you into a leadership position.  We will teach you how to do a presentation.  This is done very easily with the help of the Big Planet opportunity video. 

Choose the top 40 people that you want to invite to your home or office.  Remember, your upline will help you.  Invite your Reps and their guests too.  If they are long distance have them on your iPhone speaker.

Script you may use:

Hi Bill, do you have a minute?  Are you free on Wednesday evening at 7:00 pm?  I am working with a company called Big Planet that has perfectly positioned itself within the growth of the Internet and E-commerce. 

I thought of you because, (compliment them), and I would love your feed back in my new business. We are having an executive from the company come and discuss the business plan for one hour. There are limited seats available, so I need to know if you will be there?

If yes, put him on the list and confirm the day of the meeting.  To confirm say, “hi Bill I just wanted to make sure you had the correct address and time for tonight’s meeting. “

If the person is interested but cannot attend the meeting that night, send them to the 1-801-812-8282 call, your web site, and so on.  Make sure to schedule a follow up appointment.

Your launch meeting will be another success because you will have your guests and rep’s guests there.  If the guests are local, (within one hour away), they should physically attend if possible.  Long distance reps and guests will be on the iPhone speaker.  The reps will conference their guests on by using their v-link or having them all in their home or office.

Launch Outline-

1. Tell a few sentences as to why you started working with Big Planet.


2. Introduce your upline.  Your upline will tell a little about their story y of why they are doing this business

3. Next, you or your upline will say, “ how are we going to get a piece of the $7.29 trillion markets of the Internet?

· The stock market is not as reliable as we thought

· Most dot coms will fail like any traditional business.  They do not have enough money and first round financing is very tough today. 

· So, how do we get a piece of these $7.29 trillion markets?  Big Planet is the answer.

4. Say,” we will now show you a 12-minute video.”

5. After the video. Now we will show you how to make money.  Show them the post presentation video.  You can download this off of www.retirerichsoon.com, under documents.

6. Show them the iPhone and/or other internet appliances

7. Answer any questions

8.“What else do you need to know to get started?”
Situational Prospecting-How to build a downline all day

· Shop ‘til you drop cards are very powerful, (go to www.globalinternetworks.com, sales aids, and order).  You can say, “Hi! Are you on the Internet?”  If they say yes, you say,” I have a gift for you”, then give them a shop ‘til you drop card.  You say,” When you go to the mall, they put you in a monthly contest, with prizes such as palm pilots, Internet appliances, and more.  We have over 200 affiliates on the mall with great prices from companies like Borders books, Priceline.com, Sprint PCS and much more.  It’s fun and easy and will help you save time and money. “

Most people are delighted. Or then you can say, “Big Planet is expanding very quickly, and if you know anyone that wants to make money with the Internet, from the comfort of their home, feel free to give them my telephone number.”  This is a non-threatening way to prospect for reps and customers.  At that point, I hand them my business card with my website on them.
The website is a very powerful tool.   Remember, duplicate efficiency with your downline and it will grow like wildfire. 

If they say they are not on the Internet, ask them if they want to be.  It is very powerful if you can whip out your iPhone and/or any of our other internet appliances and show it to them.  Be sure to carry it with you.  I promise most of the time they will want one.  Now you have a customer.  Then you say, “The company I am working with is expanding so fast, we are looking for key people to help us expand, if you know anyone who wants to make money with the internet, feel free to give them my telephone number…”  Or you can say “who do you know that has great energy like you that wants to make extra money?”  If they’re awake, they will say they want to.  If not, they may have a great referral for you.

When you are calling someone that is a warm market or a cold market you need to let them know of the benefits to them and the urgency of the deal.  With practice you will master this.  Use this script or vary it slightly to your own personality

How to build your list through referrals

Warm market:

Hi Sue, this is Cari.  Do you have a minute?  I know that you are very busy and successful in business, (use something to complement them with).  I have found a company that is growing at a very rapid pace because it is partnered up with of the biggest technology companies in America to attack the growth of the Internet, Technology, and telecommunication.  These companies range from Sun Microsystems, Cisco, Sprint PCS, Borders books, Priceline.com, and many more.   According to Forrester research there will be a $7.29 trillion paradigm shift of wealth happening with the Internet and it is happening NOW.  This will only happen once in our lifetimes.  I have found a way to build a leveraged residual income, where I can earn money with my efforts and other peoples efforts, enabling me to create more time and money freedom NOW.

I do not know if it would be a good fit for you, but I thought you might know some key people who would be interested in capitalizing in these growth markets NOW.  The Internet is moving so fast, and this is a once in a lifetime opportunity.  We are fully funded and if we pick someone to work with us, they can get started without sidestepping what they are presently doing.  So whom do you know?

· That wants to make money with the Internet?

· That is an entrepreneur?

· That is hardworking?

· That is technology oriented?

· That wants time freedom?

· That hates their boss?

· That wants to work from home?

· That wants more money freedom?

You can ask as many of these questions as you like to get referrals.  The more the better.  If someone is awake, they will say, “ I want to make money with the Internet”.  Then you need to get them the information.
With cold markets

Such as people in a common association that you belong to, you can ask for referrals right away or you can call them up and build rapport.  Introduce yourself; ask them more about what they do, and how you can help their business.  Get their e-mail address, ask them to send you their business cards so you can distribute them, and try to build a rapport.  They may ask you at that time how they can help you too.  When you think the time is right, prospect them as above.  Remember, this is a business about relationships.  If you build strong relationships you will find the right people to work with.  You can invite them to networking events that may help their business or start a networking group for yourself.

Follow the rules for presenting. 

Tools for presenting the material

1. Five minute on demand call – 1-801-812-8282

2. Your DWP- web site

3. Videos

4. Executive summary

5. Nationwide conference calls-512-305-4677 pin 7111

6. Audio

7. 3-way with upline

8. Weekly presentations 

9. One on ones

Five minute on demand call
This is great for 3-waying a new prospect, especially when you are new to the business.  If you are inviting someone to find out about Big Planet, you can ask him or her, “do you have 5 minutes right now?”  If they do, 3–way into 1-801-812-8282 for a 5 minute presentation.  They can be presented right there.  It also takes a lot of stress off your vocal chords and gives a perfect presentation every time.

Web site

Great way for people to get information about the company and register for the store.  Anyone in a technology needs a web site to be taken seriously.

Opportunity Videos
The Big Planet Opportunity video is a great way for you to give a perfect presentation every time.  I always keep at least 10 videos on hand.  When I lend one to someone to view it, I tell him or her, “I have many people that want to view this… will you be able to look at this within the next 24 hours?  It is only 12 minutes.”  If they say yes, I lend it to them and make an appointment with them to answer any of their questions.  Remember, if you are new to the business, 3 way the follow up with your upline.  Make a time and place to pick up the video or have them mail it to your.  In reality, I do not get all of my videos back, but I am posturing myself and the business and the urgency that is involved with this Internet deal.  You may purchase more videos from www.globalinternetworks.com, under sales aids.  You may buy the videos in bulk with your group to save some money.

When is it appropriate to use the video?

1. In-home or launch meeting. It is very duplicatable and easy. You give a perfect presentation every time.  Since we are moving into momentum and your businesses will be moving fast, you have to keep things, easy and duplicatable.  You may not always have access to a powerful upline, especially if your upline is not close by.  You as an upline will not have time to be at every in-home, so the video will always give a great presentation.

2. Long distance prospecting. Only send a video to someone who you know will view it and you have a feeling it would really help him or her get an idea of what Big Planet is about. Otherwise it will be very costly.  Remember; make an appointment with them in a few days (because you have to wait for them to receive the video) to answer any questions.  Make an appointment with your upline for the follow up if you are new to the business.
3. When they come to a business briefing, you can send them home with a video, so that they may view it again or view it with their friends and spouses.  Someone who was just introduced to the business will have a difficult time explaining what he or she just saw.  The video gives a perfect presentation every time. Beware of DREAM STEALERS.  These are people who have their filters up to anything that they may not be comfortable with, i.e. network marketing.  They usually give very uninformed opinions about things.  Remember, opinions are like noses, everybody has one.  These DREAM STEALERS, who are usually friends or family, may easily sway your new prospect. It is important to tell your new prospect not to talk too much about the business until they are well informed.  Remember, the video and a 3 way with your upline will alleviate much of this confusion.
4. I carry a few videos with me and lend them to interested prospects. I usually will give them an Executive summary also.  Remember the rules for handing out videos and the follow up appointments mentioned before.
Executive Summary

This is an easy way to get information about Big Planet to your prospects.  It is a 6-paged document that has information about Big Planet, Nuskin Enterprises, and the President of the company; Richard King, the business plan, and more.  I always have at least five copies on hand to give to interested prospects.  I try to get a business card from them at that time so I may follow up with them and answer any questions they may have.  I always give them my business card so they may call me or visit my web site.  I have a copy of the Executive summary on my web site.  We can show you how to do that.  We also have a summary that can be faxed to any fax machine on the V-link phone system. 

Nationwide Conference calls

The calls are Monday – Thursday 1:30 pm and 9:30 pm EST.  There are Spanish conference calls on Thursday at 8:00pm and Wednesday at 7:30 pm.  These calls are about 20 minutes.  Check the weekly schedule, because these times may change.  Remember, most people are visual.  I try to get them either an Executive summary or to my web site before getting on the call, if I can.  I always ask them before I present them with the material; if they would prefer to look at something such as an Executive summary, video, or web site, or listen to something such as live conference call.  If they prefer the call, I put them on the call and make a follow up appointment to answer questions within 24 hours.  If they prefer to look at something I direct them the visual information I just spoke about and mention there is also a live conference call that may interest them too.

These calls are great because anyone can listen from the comfort of their own home.  This makes long distance sponsoring very easy too.  If someone cannot make a live business briefing, I put them on a live conference call, and then make an appointment to follow up and answer any questions they may have.

The nationwide calls always have high energy and the latest information.  You can suggest 3-waying them onto the call.  This way you know they have made it onto the call.  If I am not 3-waying my prospect onto the call, I always confirm with them before the call, by saying “I just wanted to make sure you had the correct telephone number, 512-305-4677 pin 7111.”  Then I confirm the follow up appointment we have to answer any questions.

Audio

Great for people who commute.  People can listen to audios over and over.  Nathan Ricks and Brent Bryson came out with new presenting audios.  I have not heard them yet, but they are very good presenters.  You can get information about this from www.nsgroup.com and www.bigleverage.com.

3-way upline

This will help you learn how to respond to questions and present the material.  A good way to learn this is to listen to the conference calls in the evening.  It will teach you to present the material and answer questions.  There is a training Monday, Tuesday, and Thursday at 10:00 pm and Wednesday at 10:30 pm, which is very helpful too. Call 512-305-4677 pin 7111.  You can put your iPhone on speaker and listen away.  It is great because you feel the energy that Big Planet is creating, because people from all over the country are calling in.  It is a great way to stay CONNECTED.

When you set up a 3-way with your upline, let your prospect know that you are setting up a call with an executive/or partner in the company.  This will spread the best light on the company.  They feel good about this because you are thinking about them.  They are thinking, wow I am listening to an expert.  It adds credibility.

Weekly Presentations
The purpose of the weekly meeting is to give an overview of business to new prospects.  It is a great training tool to teach existing reps how to present.  Also, it is a way for “The Group” to support each other.  Even if you do not have a guest, maybe your downline or upline does.  More people bring energy to the meeting.  Remember, whatever you do your downline will do, so it is important to attend the weekly meeting.

Make sure to get the information in front of your prospect quickly.  Get them curious when you invite them, but they must have the information in front of them within 24 hours.  If the business briefing is more than 24 hours away, ask them “How would you prefer to investigate the information?  Would you prefer to look at something or hear something?  Now you know how to present them first, as mentioned above, i.e. executive summary, web site, video, versus live conference calls, audios, and so on.

Business Presentation Etiquette

· Arrive 15-20 minutes early to greet your guests

· Business attire is required for all business presentations.  Trainings are casual.

· Never leave the room during the presentation; your guests might just follow you out. It also disrupts the meeting and distracts both guests and the speaker(s)

· When seating is limited, guests sit in the front; distributors sit in the back or stand.

· During the presentation, be attentive.  Behave as if it is the first presentation you are watching. Avoid flipping through pages or looking bored.  Avoid side conversations.  Listen and learn, as there is always more to learn.

· Be supportive and friendly to sideline’s guests but refrain from talking about the business or prospecting them

· Guests arriving late may stand in the rear.  If you are already seated avoid going to the back to greet them, as it is very disruptive to the speakers and other guests.

· Only save a seat for yourself.   It is distracting for the speaker to look at empty seats in the front.

· Put all phones and pagers on “silent”.

· Avoid “buzz words” in front of guests, e.g., prospects, distributors, sign-up, upline, downline.  Only positives.  Discuss any concerns you may have, with your upline in private.

THREE MOST IMPORTANT THINGS:
1.  It is a numbers game

2.  It is a numbers game

3.  It is a numbers game
Avoid prejudging.  You never know what is happening in someone else’s life.  Sometimes the person you least expect to be interested in these business ends up being your best partner.

One on ones

Become adept at the presentation or plug in the video, show the iPhone and go through the compensation plan.  The Big Planet video is on CD-rom, for those of you with computers.  Remember, you can always 3-way with your upline.  It always adds posture.

Posturing

To posture means to act in an affected manner as to create a certain impression.  We do not have to act because we have something that everyone wants.  The 7.29 trillion markets of the Internet and E-commerce sells itself.  It is important for you to realize this when you are dealing with people.  You are sifting for business partners, but they need you.  Everyone wants what he or she cannot have.  I will invite, present, and follow up.  I do not run after anyone.  If they are not responsive to me, I move on very quickly.  Some people are not interested or not at the right time in their lives to do this business, so I try to make them a customer.  I let them know of the goods and services that we offer, such our long distance rates, cellular phones, the iPhone, ISP, online shopping mall and so on.  I ask is it is okay if I e-mail them periodically to let them know of any specials we my have.  Most people say yes.  This is how you start to build your database.  You can call these contacts back in 3-6 months to find out if they want to pursue the business now.  Life is always changing, they may be ready now.  Remember, you are building rapport.

Posturing is a mindset.  Knowing where you are going.  It is easy to create the life that you want now. A great book that will teach you how to do that is “Creative Visualization” by Shakti Guwain.  I have pictures in my apartment of the homes that I want to live in.  I look at them everyday.  As far as I am concerned I already live there.  If I am feeling tired and may not want to make some phone calls, I look at my homes and start to make some phone calls.  I look at my homes and start to get very busy.  Try it, it works!

If someone starts to doubt themselves, ask them to remember why they are doing this business.  Go through their goals and dreams with them again.  Then ask them, “What would be worse, staying where you are for the next 30-40 years or moving ahead; changing and growing.”  Suddenly, their perception of the world has changed.  They will be rejuvenated to continue with their Big Planet business.  It is very rewarding when you help someone reach his or her goals and dreams.  Make sure your upline has a copy of your goals-if one day you need a lift, they will be able to pull out your goals sheet and remind you of WHY you are doing this business.  Remember, NWM (network marketing), gives choices, how much do you want to work, how much do you want to earn.  Does that make anyone happy?
The line of sponsorship

Nobody steals anyone away from anyone else.  That means, if you did not invite that person to a meeting or to view the information about the business, you cannot prospect them.  Remember, urgency is important with this Internet deal.  If you delay talking to someone on your list somebody else may speak to him or her first.  Believe me, you would be unhappy if someone you wanted to invite to a meeting was there with someone else, especially, if they ended up being very successful in the business.

Accountability - Every day write down how many people you invited to the Big Planet opportunity, how many people you followed up with, how many people you sponsored, and so on. This will allow you to chart your progress.

Great training and motivational tapes-  Proven Formula for Success. Go to www.globalinternetworks.com under sales aids and order. It is $39.95

To find out where a local meeting is in your area, go to www.globalinternetworks.com, under weekly meetings.

Make copies of this page so you can use this with each new prospect…

Technology Survey

1. Name __________________________________________________

2. Telephone number ________________________________________

3. Date ____________________

4. 3-month Follow-up phone call on (date) _______________________________

Ask them the following questions…

“Are you on the internet?”  yes ______
no ______  monthly cost? ________
If no, ask, “If I/we could show you how, would you like to be?” 

“Would you like to know more about the benefits of our iPhone?”

“What do you pay for long distance?”  ______________

If they pay more, ask, “Would you like to save money on your long distance?”

“Do you have a pager?”  yes _______
no _______   Want one? _______

“Do you have a cellular phone?”  yes _______
 no _______  Want one? ______
“Do you have a web site?”  yes _______
no _______  Want one? _______

You may want to set up a file system numbered 1 – 31 (3 sets) so you can have an organized way to know when to call back your people on the scheduled day 3 months later… 
So far, we have shown you how to get started.  Now, this is what we suggest you do to reach your goals.  You might want to place this plan where you work so you can see it all the time.  We have made this easy for you by placing it on the next page by itself… and to get you more excited than you already are, here is a copy of the “1 + 1” Chart.

Can you easily find one person in the next 30 days who wants to join you in your BIG Planet business?  That makes 2 of you.  In the following month, each of you find one other person who wants to join you in your BIG Planet business.  That makes 4 of you.  All of you repeat this simple strategy each month, just finding one person (in 30 days) to join you.  The chart speaks for itself of your possibilities in just 12 months… now imagine if you find 3 reps… or more, each month… what your income would be.
Month 1

1 + 1 = 2

…assume only 25% 








       remain after 1 year:
Month 2

2 + 2 = 4

Month 3

4 + 4 = 8

1000 people 









X 300 pv

Month 4

16



$300,000 vol / month 

Month 5

32




X 5%    
Month 6

64

Month 7

128



$15,000/month 

Month 8

256



at the end of 1 year.

Month 9

512

Month 10

1024




Month 11

2048

Month 12

4096


This is a perfect business model, and life isn’t perfect….

Daily Action Plan

Talk to 5 new people/day = 120 Month

Do 6 iPhone Demos/Week = 24 Month

Get 12 Customers each Month

Sponsor 4 New Reps per Month
Have Fun !!!

Suggested Reading:

Your First Year in Network Marketing

By Mark Yarnell and Rene Reid Yarnell

Remember, buy through your own store
1
2

